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Credit Card 
Master 
Database 
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Account Data 
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•Account type (e.g. secured, 
platinum , affinity) 

• Credit Card Network 
•Account Status (open, good, 
30+, etc.) 

•Total Balance, Average 
Daily Balance, highest 
balance 

• Overlimit Amount 

• Past Due Amount 

• Purchase - Balance, Limit, 
Available, APR, APR type, # 
of purchase, finance charges 

• Cash Advance - Balance, 
Limit, Available, APR, APR 
type, finance charges 

• Special - Balance, Limit, 
Available, APR, APR type, 
finance charges 
•Statement Closing Day 

• Membership -Fee, Due 
Date, Promotion Code 

• Payment - amount, due 
date, estimate of next 
payment, terms 
(%/minimum), history 

•Last payment - posted date, 
amount, amount billed 

• Lost/Stolen report 

• Fees & history - Past due, 
overlimit, cash advance, 
returned checks 

•YTD average daily balance 

• Purchase balance / finance 
charge 

•Number of purchases 
•Term changes and dates - 
credit limit, rates, fees 

• Rebates issued 





Customer Communication 






• Date/Tim e 
•Reason 
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• Method (phone, etc.) 

♦ N otes 






Customer Information 
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•N am e 

• Current Address / Phone 
Number / e-mail 

• Previous Address 

• Social Security Number 
•Date of birth 

• Gender 

• Marital Status 
•Business name / phone 
num ber, job title 

• Do not mail status 

• Credit bureau rating, last 
inquiry date 

♦Authorized user information 














Non-Card Products 






•Eligibility 
♦Types Available 




208-^ 


• Existing product details 
(term s, rates) 






Transaction Data 






• Date 

• Posting date 

•Description -merchant name 
and location 
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•Am ou nt 
♦ ID num ber 



FIG. 3 



Purchase Behavior 



•Purchases (what, how many, 
how much $ spent) 
•Departm ent(s) of purchase 
♦Recency of purchases (can 
be classified by departments, 
etc.) 

•Frequency of purchases (by 
individual as well as 
department), over set time 
period 

•Spending on purchases (by 
individual as well as 
department), over set time 
period 



C ustom er Targeting Info 



•Primary payment type 
(cash, check, charge) 
•store number for closest 
store to horn e 
•distance to closest store 
•distance to closest 
competitor store 
•geographic "zone" for 
advertising 



Customer Financial Info 



♦Primary payment type 
(cash, check, charge) 
•has person/household 
issued a bad check? Y/N 
•check info for bad check 
(date, amount, number) 



Transaction Data 
Repository 
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Customer Information 



♦Nam e 

•Current Address 

♦Household ID # 

•Checking account #, routing # 

•Credit card number 

•Phone num ber 

♦Drivers License Number 

•Drivers license state 



Loyalty Information 



•Loyalty ID# 
•Default preferences 
♦Response to loyalty offers 
•Age 
•Gender 
•Marital Status 
•Automobile (type, age, 
m ileage, etc.) 

•Pet information (type, age, 
gender) 

• Horn e (own, rent, 
house/apt/condo, etc.) 
•Hobbies 

♦Health/fitness interests 
•Employer, job title 
•Saving/investing/budgeting 
interest 

•Children info (age, gender) 

•Travel preferences 

(vacation/business) 

•Food and diet, restaurant info 

•Com puter/technology 

interests 

•Religion and Ethnicity 
•Referrals 



r 



FIG. 5 



Devise Marketing Offer with 
Partner Business for Targeting 
Customers Meeting Desired 
Criteria 
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Review Transaction Data 
Repository for Data Entries 
Meeting Desired Criteria 



Flag Data Entries Meeting 
Desired Criteria 
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Associate Each Flagged Data 
Entry with a Credit Card 
Customer 
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Target Offer to Customers 
Associated with Flagged Data 
Entries 
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Extract a Fee from a Partner 
Business 
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FIG. 6 



Devise Marketing Offer with 
Partner Business for Targeting 
Customers Meeting Desired 
Criteria 
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Review Credit Card Master 

Database for Data Entries 

Meeting Desired Criteria 
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Flag Data Entries Meeting 
Desired Criteria 
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Associate Each Flagged Data 
Entry with a Credit Card 
Customer 
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Target Offer to Customers 
Associated with Flagged Data 
Entries 
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Extract a Fee from a Partner 
Business 
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700 



Participating Merchant Establishes 
Sales Goal 



702 
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Identify Data Fields in Transaction Data 
Repository and Credit Card Master 
Database which 

Rglate to Sales Goal 
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Set Parameters for Each Identified 
Data Field to Define a Target Group of 
Potential Customers For Analysis 
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Determine Differences 
Between Those Potential Customers in 
the Market Universe Who Have and 
Have Not Previously Exhibited a 
Desired Buying Behavior or Propensity 
to Respond to Incentives 
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Identify Opportunities to Provide 
Incentives to Those in the Market 
Universe to Change Buying Behavior 



Establish Incentives and Marketing 
Channels for Incentives Corresponding 
to the Opportunities to Provide 
Incentives 
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Evaluate Effectiveness of Incentives 
and Marketing Channels 
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Identify Best of Incentives and 
Marketing Channels Based on 
Predetermined Metrics 
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Broadly Establish Best Incentives and 
Marketing Channels 
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FIG. 7 
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Ring Up Purchases at POS 
Terminal 



'saw 



800 



Capture Data Relating to the 
Transaction at the POS Terminal 
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Associate Transaction Data with 
a Customer by Scanning Bar 

Code at POS Terminal 
Regardless of Payment Type 
Tendered 
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Transmit Transaction Data to 
Transaction Data Repository 
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Receive Instant Incentives at 
POS Terminal 
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